This is so basic that it should be the first page of every "Marketing 101" handbook. It's simple. It's easy. It's almost too easy. But it works like gangbusters.
In fact, there's probably nothing that will produce a higher return on investment (ROI) with so little effort. Simply ask your patients, "What else can I do for you?"
Why This Works
Nearly everyone who sees a professional practitioner has more than one thing on their mind. Typically, there's one big issue or problem right up-front. Then, more often than not, there are one or two secondary issues.
Unfortunately, people do "first things first." They act on the primary issue, but often forget to ask about the others. (You've probably heard them mentally catch themselves and say something like, "Oh yeah! I also wanted to ask you about...")
Human Nature
Just remind them that they wanted something more. Simply use the seven magic little words, "What else can I do for you?" Ask this question without fail at the end of every office visit, and you'll often get an immediate payback.
Pause a few seconds and give them a chance to think. Many will say, "Oh yeah ..." and you have an immediate opportunity to help them further. They're glad you asked, plus it ups the bill.
On the Other Hand
Sometimes they may say they don't have another issue. Or maybe they'll even ask you, "What else do you do?" Now the door is open. You'll have an opportunity to explain or educate them about other ways in which you can help them through the practice.
There isn't one person in a hundred who crosses your threshold who knows EVERYTHING you do. More often than you want to know, people will go somewhere else because they simply didn't know that):Q!! could have helped them. And, had they known, they would have come to you.
Results
Track this one for yourself. You'll be amazed at the payback. Every day for the next week, if you ask everyone you see, "What else can I do for you?" it's bound to generate new opportunity 10-15% or more of the time.
Try it. Seven magic little words. 
